PHILIP MORRIS U.S.A. 


INTER-OFFICE CORRESPONDENCE 
120 PARK AVENUE, NEW YORK, NY 10017 


TO: BobMikulay DATE: January 17,1996 

FROM: Jose Fontanez 

SUBJECT: PHOENIX MARKETING BID WAIVER FOR 

COMMUNITY EVENT MARKETING PROGRAMS 


Community Event Marketing will once again be implementing and executing the following 
event categories: 


• Community multi-ethnic festivals 

• State Fairs 

• Marlboro Music concerts 

• Marlboro Country Nights Dance Showdown '96 

• Marlboro Cookbook program 

Phoenix Marketing is the agency which has been performing on-site executions for 
Community Event Marketing programs since 1993. In 1994, they won the bid and were 
awarded the business. In 1995, they were once again assigned the business without having 
to bid due to their high level of performance and contract compliance. 

We are once again asking for a bid waiver for a number of reasons: 

Phoenix Marketing qualities: 

• Twelve-year history as a quality supplier to Philip Morris; 

• Field managers experienced with on-site pack sales execution for Philip 
Morris; 

• Minority field managers for minority events; and, 

• Field managers experienced with name generation activities. 

Labor Source: 

• Verify work hours and workman's compensation coverage; 

• Contact and pre-screen labor; 

• Verify age, appearance, personality to ensure attractive and personable 
personnel; 
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• Screen candidates to ensure proper minority representation at each event; 
and, 

• Complete lists of all briefing locations and times submitted to Philip 
Morris in advance in case there is interest in attending. 

Pre-Event Preparations: 

• Locate and reserve space with close proximity to each event, arrange for 
weekend access, if necessary; 

• In addition to the shipping from Philip Morris warehouse to each market, 
there is shipping done by Phoenix Marketing between markets; and, 

• Coordinate with event promoters to determine site locations and obtain 
workers and parking passes; 

Pre-Market Permits: 


• Event vendor permits; 

• Obtaining tobacco pack sale licenses by market in order to purchase 
tobacco product for Philip Morris; 

• Cigarette vendor permit; 

• State sales tax permit by market; 

• State income tax form by market; and, 

• City/ local permits, when applicable. 


Wholesaler: 


• Product breakdown is worked out by Phoenix Marketing and Philip 
Morris based on local sales figures for Brand style preference and event 
attendance; 

• Product obtain on consignment with credit given for return unused 
product; and, 

• Breakdown forwarded to Philip Morris, for prior approval. Upon 
completion of event, an account listing of all products sold, broken down 
by Brand style is submitted to Philip Morris. 

Case Register Report: 
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• Cash registers use a "PLU" system which enables one to keep track of the 
number of each items sold; 

• At the end of each day, the manager will take a report listing the items 
sold, and, 

• At the conclusion of each event, Phoenix Marketing submits a complete 
report to Philip Morris detailing all aspects of the promotion, including 
pack sales and name generation activities. Also, an account listing of 
materials along with the number of utilized labor hours. 

Qn-Site Execution: 


• Review inventory of materials daily; 

• Set-up and maintain working conditions for multiple site locations for our 
kiosks and pack sale tent; 

• Place and maintain brand visibility via banner placements; 

• Ensure we have adequate staffing daily; 

• Maintain daily records in order; 

• Tear down all Philip Morris materials at the conclusion of each event; and, 

• Mail out all collected names through name generation to data base 
locations. 

Phoenix Marketing has never lost a days work in the field due to mismanagement or lack 
of permits which are extensive in a program such as this. Phoenix Marketing has 
demonstrated the ability to fully understand our marketing needs, issues around our 
business and management of our program with distinction. Their knowledge can head off 
problems before they start rather than just react to crisis after crisis. 

Attachment : Cost Analysis 

A pproval : 

Your continued support is greatly appreciated. Please initial and return this document, if 
you agree this program does not require the bidding process. Thank you. 


Please initial here: 


cc: I. Broeman 
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B. Colby 
D. Hingst 
M. Mahan 
K. McGrath 
S. Sampson 
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